
 

 

MISSION STATEMENT 
To serve the Eastwood Community by encouraging growth through mutual co-operation 

Eastwood in FocusEastwood in FocusEastwood in Focus   

E A S T W O O D  C H A M B E R  O F C O M M E R C E  

November 2007 

From the President  

From the President 1 

John Lees Regular Column 2 

ECC Rewards Participants 3 

Promote Your Own Business 4 

Stamford Grand North Ryde 5 

Trinaôs Finance Column 6 

Photo Gallery 7 

Colin Stibbs Letter 8 

Membership Form 9 

READ IN THIS ISSUE 

President  

Eastwood in Focus 

Contents:  

Year Ended 30 th  June, 2007  
 
Another term in the leadership role as President has 
passed with a result in another year of achievements. 
Although it has been a lot of hard work, these achieve-
ments have only been possible through the efforts of 
the Executive team and the support of all members.  
 
Accomplishments for; 2006 -2007  
 
Our monthly meetings continue, with a focus onò rela-
tionship buildingò between members and guests. 
 
Encouraging members to partake in ñPromote Your 
Own Businessò each month,  showcasing their business 
to our members. 
 
Retaining our membership with the NSW State Cham-
ber, inviting guest speakers from the State Chamber, 
and offering an advisory council to our members with 
vital information to retain successful business opera-
tions for small to medium business owners. 
 
Supporting local non profit organisations, eg;  Minim-
bah Challenge with their mid year fundraising ball, The 
Shack, assisting in a 21st birthday celebration for Kylie 
Polglase, The Achieve foundation with their inaugural 
Achieve Ball. 
 
Co-operatively working with the surrounding Chambers 
to battle graffiti and vandalism.  
 
Working on key issues with other local Chambers of 
Commerce and Ryde City Council through consultative 
workshops held quarterly throughout the year.  
 
Supporting local events such as Granny Smith Festival, 
Ryde Aquatic Festival, Carols by Candlelight in East-
wood and North Ryde, Northern Districts True Local 
Business Awards. 
 
Our monthly newsletter, ñEastwood in Focusò continues 
with the commitment of ñThe Design Teamò led by the 
Media students at Meadowbank TAFE. 
 
Supporting Eastwood Shopping Centre owner, Brad 
Chan in achieving the DA approval for the construction 
of the new shopping centre.  

The Executive team meets regularly to ensure that 
all meetings and projects are on track.  
Vice President, Margaret Lee has given continual 
support and guidance throughout the year.  
Trina Mosley shines in her secretarial role with great 
enthusiasm and diligence.  I thank her for the abun-
dant emails she sends me, the link to our communi-
cation.  Her support and focus for the success of 
The Eastwood Chamber is a priority to her and she 
has been my right hand person. 
 
Treasurer Tony He, has completed his first 
12months with The Chamber, managing the ac-
counts and providing regular financial reports.  His 
knowledge and experience in the accounting field 
has shown solid grounds for the Chamberôs fi-
nances. 
 
Roseanne Gallo and Vickie Burgess were a team in 
the Events Committee and their passion for ñlets get 
out there and have a good timeò was appreciated 
by all. 
Roseanne also ran ñThe Eastwood Idolò event, 
steered by the Eastwood Events Committee under 
the Ryde City Council banner, and she displayed 
leadership, commitment and professionalism in the 
standard of performance and organization of such a 
successful event in Eastwood. 
 
The continued support given to the Chamber by 
The Eastwood Club, Hawks on Second Avenue and 
The Stamford Grand North Ryde has been greatly 
appreciated. 
Their generosity at our meetings displays support 
and commitment to the Eastwood Community.  
 
The media is a voice for the Chamber in the com-
munity, and so I extend a token of gratitude to The 
Weekly Times and The Northern District Times for 
their support with The Eastwood Chamber in 
2006/07. 
 
In conclusion, I look thank you all for your support 
and I look forward to working with you all in many 
other projects, in particular the Eastwood Centre 
Development. 

Lydia Scuglia  



 

 

To improve sales we must stop  
óup-sellingô & start ódown-sellingô! 

Eastwood in Focus 

The first time I heard the phrase óup-sellingô I was 

repulsed to say the least. Imagine if doctors ótriedô to 
solve our problems by working upwards from one 

suggestion to the next, óhopingô that we would end 
up with the right path to health. And yet this is pre-

cisely how hordes of businesses have treated the key 

issue of creating success with customers and pros-
pectséusing the expression óup-sellingô as the way 

forward. Up-selling is in fact the way backwards be-
cause it suggests a tentative, optional approach to 

serving the market. To succeed we must learn to 
ówork backwardsô from what is right for the market, 

irrespective of whether customers and prospects 

agree with our ideas and recommendations or not. 
This is the professional approach to selling, and if we 

call it ódown-sellingô it will mean that we will start 
with the best solution and then face the fact that we 

may have to come down from that pointédue to the 

fact that some customers may not be able to afford 
the best outcome, or because they prefer to proceed 

in a different way. Remember that customers always 
ómake the 2nd and final decisionô, because it is their 

money and their future at stakeéhowever we must 
make the 1st decision, which concerns our commit-

ment to offer the very best and most practical advice 

to reach the optimal result. Just like a doctorôs pre-
scription. 
 

The choice then for business is to pursue the 

óoptionalô or óoptimalô path to progress. The major 

reason that most people donôt have enough superan-
nuation planned is that financial planners have not 

learned to ódown-sellô. The same can be said of busi-
nesses and families that have insufficient insurance 

coveréand this problem affects small sales as much 

as major transactions. I bought a 20 litre container 
of chlorine not long ago and when I tried to pour 

some into a smaller container to take to the pool, I 
spilled it and ruined a pair of trousers and socks. 

When I returned to the shop and told the salesman 
how difficult it was to use the container, he meekly 

said óOh, we sell another top to use which acts as a 

tap, and that makes it easy.ô Great.  

Not only did he not ódown-sellô to me by starting 

with the best solution, he óforgotô to up-sell! A good 
business should not rely on trying to please custom-

ers by using, or trying to remember to use, a tenta-
tive approach to helping customers. I consulted for 

a shoe chain once and the boss complained that 

staff forgot to up -sell, or did so in a timid manner. I 
recommended that they use a leather tray that 

could be ópresentedô to customers at the point 
where they were saying yes to the shoeséand on 

the tray the sales person would place the various 
accessories that compliment the shoes. If the sales 

person and company is not serious about selling the 

best solution then why should customers be any 
different? 
 

When I was at Schwarzkopf we sold treatment 

products for salons to use as the basis for selling a 

salon treatment service, and yet most salons hardly 
ever sold the serviceéand therefore bought very 

little of our product. I contacted a top salon in the 
US, and asked the owner how many clients had a 

treatment service, and he said óeveryone doesôéand 

when I asked him how he achieved this remarkable 
result he said óI have built the treatment into every 

service I offer, so it isnôt optionaléitôs something 
clients have to have.ô That is powerful, courageous, 

very professional and highly rewarding for clients 
and the salon. To ódown-sellô it is necessary to listen 

to what customers want, ask questions to find their 

needs, and then explain that you will start with the 
best solution and leave the decision up to them as 

to what they decide to do in the end. Customers 
and prospects look up to those who sell down!  

 

John Lees is a speaker, consultant, trainer and the 
author of 10 books on business development. Con-

tact John Lees at info@johnlees.com.au. Website: 
www.johnlees.com.au 

 

By JOHN LEES 
 

Sales & Marketing Specialist   

mailto:info@johnlees.com.au
http://www.johnlees.com.au/


 

 

 

 
 As an incentive to members and to encourage business within the Eastwood area, the Chamber has  

 developed the óECC Rewards Program ô initiative. Members offer a discount for their services or 
 products to other members of the Chamber when presenting their membership card.  

 As an example, if your company is a restaurant, you may wish to offer a 10% discount to any current     
 members. To participate in the óECC Rewards Program ô, please contact Trina Mosley on  

 0432 22 44  89 or email address info@allegianceloans.com.au   
 

 Current members of the ECC Rewards Program are : 

 
 Rams Home Loans Northern Districts  

 Contact Paul van Rooyen on 9858 2533 or  0409 786 829 who is offering 
$100 off the loan costs of any loan arranged by RAMS Home Loans Northern 

Districts. 
 
 
 
 

 Harvey World Travel  
 Harvey World Travel Eastwood will offer 20% discount on Travel Insurance to all  

 Eastwood Chamber members when presenting their membership card. Contact  

 Lydia  Scuglia on 9858 5188. 
 

 
 

 

 Stamford Hotel North Ryde  
 The Stamford Hotel North Ryde offers members 25% off the full bill in   

 Parrots Restaurant to a maximum of $30. There must be a minimum of  
 2 diners. Bookings on 9888 1077. 

 

 
 

 inflower.com.au  
 Len Gallo of inflower.com.au offers members 10%  

 discount for any flower orders. Len can be contacted  
 on len@inflower.com.au or telephone 9876 1399. 

 

 
 

 Allegiance Home Loans Pty Ltd  
 Trina Mosley of Allegiance Home Loans would like to offer $100 

refund off the loan costs when a loan has settled or been drawn. 

Up to 32 Financial Lenders available.  
Trina can be contacted on email:info@allegianceloans.com.au or  

telephone 02 9801 3330 or 0432 22 44 89.  
 
 
 

 

ECC REWARDS PARTICIPANTS  

Eastwood Chamber of Commerce 
President        Vice President              Treasurer             Secretary 
Lydia Scuglia         Margaret Lee             Tony He             Trina Mosley 

The Eastwood Chamber of Commerce can be contacted on 9804 0621.  

If no one is in attendance, a message servicing company will take messages.  

Email: lydia.eastwood@harveyworld.com.au 

Eastwood in Focus 

mailto:info@allegianceloans.com.au


 

 

PROMOTE YOUR OWN BUSINESS 

Thurai S Thuraisingam  

Eastwood in Focus 

Thurai and his wife Jayshree migrated to Australia in 1976. He has one son who was born in Australia and is also 

qualified as an Accountant. His family has been living in 33 Brabyn Street, Eastwood since 1978.   
 

Thurai is a qualified Accountant and he obtained his initial accountancy qualification from England. He became a 
member of Certified Practicing Accountant (CPA) in 1978. He obtained his practicing certificate from CPA in 1994. 

He also qualified as a Registered Tax Agent in 1982. He started his Accountancy and Tax Agent business on a 

part time basis in 1994 and became full time since 2000. He runs his business from home. Since he started his 
accountancy practice, he has helped to save thousands of dollars in tax savings for his clients.  

 
He has joined the Eastwood Chamber of Commerce so that his business can get exposure within the Chamber. 

He has indicated that he will provide Myers gift vouchers for members who become client of his and to those who 
refers client to him.  

If you are looking for more than just a  

Tax Accountant , 
then ESTEE Accountants in Eastwood are here for you 

 
We specialise in a wide range of services including: 
 

Small Business  
Medical & Dental Practices  
Investment Properties  
Superannuation  
Tax Planning  
Business Planning  
GST, BAS 
MYOB Accounting  
Company Formation  
SMSF and Trust formation  

 
But, there is so much more ESTEE Accountants can do for you.  To 
find out more about how our diverse range of services can help you, 
call us today for an obligation free discussion. 

 
Take the Next Step Forward 

Contact:  Thurai on (02) 9804 7107 or 0431 480 318  



 

 

Corner of Epping and Herring Roads 
North Ryde NSW 2113 
Phone 61 2 9888 1077  

Fax 61 2 9805 0655 
Email: reservations@ssnr.stamford.com.au 

www.stamford.com.au 

3. Get The Girls Together  

Wedding Showers, Kitchen Teaôs Bridal Showers. Celebrate your up and coming wedding with an exquisite 
Kitchen Tea, Cellar Tea, or Bridal Shower at Stamford Grand North Ryde. Open  your gifts with the girls as 

you indulge and celebrate. Served on an  elegant three tiered stand, Kitchen Tea and Bridal Showers fea-
tures a selection of freshly baked scones with homemade preserves and thick double cream, gourmet fin-

ger sandwiches and assorted pastries and cakes, all prepared by our expert pastry chefs. Youôll even re-

ceive a commemorative gift. Kitchen Tea is served daily at Parrots Brasserie between 10am and 5pm. 
Book a table of 16 people or more and receive a voucher to enjoy high tea for two valued at $28.  

The Perfect Celebration! 

Ladies it's time to grab your girlfriends and experience a luxurious and 

sophisticated escape. The Celebration Package includes luxury accommodation 

for two, buffet breakfast for two, High Tea for two served with a glass of 

bubbly, a celebration headband and slippers, a commemorative photo, 

magazines to read, late check-out, and a 'Celebration Passport' of offers 

available to you during your stay. Packages start from $224. Terms and conditions apply.  

 

To view details or to book a package, visit <www.stamford.com.au> 

The region's finest collection of landmark luxury hotels 

...Exceptional in every sense 

1. Summer Breeze 
Nothing beats that Summer feelingéthe season to enjoy stunning sights, sweet sounds and our 

cool Summer Breeze Package, available 16 December 07 - 31 January 08*. 

 

From only $155* per night at Stamford Grand North Ryde, Stamfordôs Summer Breeze package 

includes: 

 

¶ Luxury Accommodation 

¶ Buffet Breakfast for two 

¶ A Cancer Council Australia Sunscreen Pack to guarantee you stay sun smart (one per stay 

per room) 

Sales from every Cancer Council Australia Sunscreen Pack will help fund cancer research, patient 

support and education. 

To stay cool with a Summer Breeze call 9888 1077 or book online at  

2. Countdown to Christmas - 14 Nov - 23 Dec 
Celebrate in true festive spirit with all the trimmings. Your choice of traditional hot and cold 

Christmas dishes, succulent seafood and mouth-watering desserts. Itôs a feast thatôs sure to satisfy 

the heartiest of appetites. 

 

LUNCH - $49 per person 

DINNER -$59 per person 

 

Children (ages 6-12) $20 per person, Children under 6 free. 

 

Includes beverage package from $22.50 - Sparkling wine, house wine, local beers and soft drinks. 

Eastwood in Focus 



 

 

 Trina Mosleyôs  
Finance Column  

I thought for this month I might give you some 

information ñLENDERS MORTGAGE INSURANCEò ï 
For those of you who probably have never had a 

mortgage before, this is a premium that protects 
the LENDER not the customer for the loan finance. 

 

Typically, you are obliged to take Lenders Mort-
gage Insurance (LMI) if you are borrowing more 

than 80% of the property purchase price (or if you 
donôt have a 20% deposit towards the property 

purchase). There are some Lenders now though, 
who will allow you to borrow 85% of the purchase 

price without Lenders Mortgage Insurance. 

 
A lot of First Home Buyers normally require Lend-

ers Mortgage Insurance as it is incredibly hard to 
save a 20% deposit (especially considering Sydney 

house and unit prices). Sometimes the Lenders 

Mortgage Insurance companies that protect the 
Bank can be quite ñfussyò with the types of people 

or security for the loan they want to protect ï for 
example: 

o        the unit size might be less than 50 square 
metres in size 

o        unusual employment records or unstable 

employment 
o        poor credit history  

 
If you want to know more information ï please do 

not hesitate to give me a call on 02 9801 3330 or 

mobile 0432 22 44 89. 
Feel free to drop me an email: 

info@allegianceloans.com.au 
 

ENJOY ï See you all soon. 

Happy belated birthdays to:  

Tony He 14 October LCD & Co Finan-
cial Solutions 

Eastwood in Focus 

 
 

RAMS  A Better 
Way.Ê 
 
23 October 2007  
 

Eastwood Chamber Members 
 

RE: RAMS UPDATE 
 

 

Fellow Members, 

 
You no doubt have heard about the pending 

 Westpac acquisition of the RAMS brand and 

franchise network. This will be a very positive out-
come for us and our customers for a few reasons:  

 

1. We will still operate autonomously under RAMS 

brand but underpinned by Westpac. 

2. We will have access to Westpacôs highly competi-
tive funding and competitive interest rates.  

 

Essentially, we are here to assist customers and are 
more than happy to review their current circum-

stances should they have concerns about their loan. 
We can run some scenarios based on their circum-

stances to determine which of the following courses 
of action is best for them:  

 

1. Stay with your current loan product; or  

2. Move your current loan to a Westpac funded loan 

effective from 31 December 2007, when the intended 

Westpac transition has been finalised; or 

3. Move your current loan to an alternative lender.  

 

We have been assisting the local community for over 
4 years and will continue to do so.  

 
Please feel free to contact me to discuss any of the 

above.  

RAMS Home Loans Northern Districts Shop2, 192 Rowe Street Eastwood NSW 2122 Tel: 02 9858 5895 www.rams.com.au This business 
is independently owned and operated by Seed Nominees Pty Ltd ABN 76 105 562 589 trading as RAMS Home Loans Northern Districts  

http://www.rams.com.au/


 

 

Photo Gallery  
Granny Smith Festival 
Teen Queen and  ECC Meeting 
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